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The purpose of the course is to provide an understanding of theories and practices
about consumer behaviour so that students can understand what marketers in an
organization can do to deeply explore consumer needs except using behavioural
data. The course is structured around the key important consumer decision process,
namely how they perceive, search, purchase and dispose of the products and
services. Several issues will be addressed via a number of lectures:

e The scope of contemporary consumer behaviour, the association between

consumer welfare and marketing
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e Perception, memory, learning, motivation, affect, attitude,
communication and other consumer psychology theories
e Factors influencing consumer behaviour such as self, personality,
lifestyle and culture, income, social class, group influence and social
media.
e Consumer decision-making process
Besides lectures, this course also includes group projects and case studies to

improve students' analysis and communication skills.
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Objective
To provide insights into the latest understanding of consumer behaviour issues.
2. To develop student’s ability to evaluate and analyze problems and provide
suggestions for action through readings and cases taught in the class.
3. To strengthen student’s ability to teamwork with others.
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RAZHA Solomon (2020), Consumer Behavior: Buying, Having and Being, 13th ed.
oourse FAFHEMERRA - AT RAE -
Materials
Please respect the intellectual property rights. Do not photocopy the textbook
illegally.
SRAZ 4 b Google Classroom code: 5imnurm
Course Web
5% & oH Case Studies
Reference 1. Hey Alexa-What is Consumer Behavior

One For One: The Art of Giving at TOMS

A Lush Treat for the Senses

Three Mobile Reimagines History to Assert that Phones are good
Motivating the KonMari Way

L’oreal Age Perfect-Because They’re Worth it

The Pure and Easy Food Lifestyle

Anti-Smoking Advertising-Can you be scared into quitting?
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. Recycling Plastic Bottles, Saving the Plant
10. Success at the bottom of the Pyramid? Unilever & P&G Show it’s Possible
11. “Have a break, have a KitKat”: Stop, Sit, and Break the Chocolate Wafer
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12. Modern Family -

How Brand Embrace Changing Household Structure
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The first lecture is the official class, which requires the attendance of all
enrolled students. During this session, we will organize students into groups.
It is essential for students intending to register for the course to be present
during this initial class. Those who are absent from the first class will not be
allocated to a group. Following the second class, students who did not attend
the first class will be asked to withdraw from the course. This is an important
reminder to all.
Students are expected to attend classes regularly. Students are required to
group composing 3-5 people each.
Students are required to sign in attendance sheet for each class. Generally,
students are encouraged to attend the courses during the semester. However,
in order to respond to the impact of the coronavirus outbreak, students are
encouraged to pay attention to their health condition. Please follow the
health guidelines offered by the University and the College. If you feel

unwell, please stay home and email me your situation.
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https://futurecity.cw.com.tw/article/1867#1
https://futurecity.cw.com.tw/article/1867#2
https://futurecity.cw.com.tw/article/1867#3
https://futurecity.cw.com.tw/article/1867#4
https://futurecity.cw.com.tw/article/1867#5
https://futurecity.cw.com.tw/article/1867#6
https://futurecity.cw.com.tw/article/1867#7
https://futurecity.cw.com.tw/article/1867#8
https://futurecity.cw.com.tw/article/1867#9
https://futurecity.cw.com.tw/article/1867#10
https://futurecity.cw.com.tw/article/1867#11
https://futurecity.cw.com.tw/article/1867#12
https://futurecity.cw.com.tw/article/1867#13
https://futurecity.cw.com.tw/article/1867#14
https://futurecity.cw.com.tw/article/1867#15
https://futurecity.cw.com.tw/article/1867#16
https://futurecity.cw.com.tw/article/1867#17

4. Students are required to turn in all coursework by the specified deadline.

Should they fail to meet this deadline, a 20% reduction in the essay mark

will be administered for late submissions. In situations where students

experience unforeseen and highly disruptive events that hinder their ability

to attend the course or adhere to a sudden, uncontrollable deadline, they have

the option to seek an extension. In such instances, no penalties will be

incurred.For other details, please refer to course guidelines.

CLASS SYILLABUS

Date Content Reading | Case/Activity/Assignment
9/11 RAZA I
HEHEITHNG
1. Course Orientation Chl Activity: Group building
An introduction to Consumer
Behaviour
9/18 )
2. %048 Perception Ch3
3. 9/25 2 F Learning
4. 1072 32 % Memory Ch4
5. | 109 4% Motivation Chd
6. | 10716 1 B Affect Ch5
7. | 10723 B # The Self Chs5
10/30 )
8. AH& Personality Ché6
9. 11/6 A # MidTerm Exam Cho
11/13 " )
10. R& . Attitudes Ch7
11. 11/20 7% 18 Persuasive Communications Ch8
11/27 . .. .
12. # R @42 Decision Making Ch9
12/4 e .. .
13. # R @42 Decision Making Ch9




12/11

14. XAk Culture Chl4
15. | 12718 HRE
12/25
16. Holiday, No class
12/31
17. 27 K 0 383k %4 Oral Presentation
18 1/7 MRE@mM/EHUR, F LR

Final Report Submission, No Class




